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ORGANIZATION PROFILES 


Rx for the licensing headache 

The experts at Supportive Insurance Services love what they do 
Boutique wholesaler seeks creative solutions 

McAuley Woods partners with MGAs and retail agents 
A good decision 

FCCI's entry into other lines of business proves propitious 
Keeping it simple 

Liberty Mutual offers agents single-point access to distribution and 

service for commercial accounts 
The meaning of life 

IMMS delivers a turnkey life insurance solution for P-C agents 
Financing agency growth 

Oak Street Funding’s new owners provide additional capital 


PERSONAL LINES 


Agents E&O Loss Prevention—Boating/personal watercraft risks 
Agents E&O Loss Prevention—Personal lines: E&O friend or foe? 
Making it personal (lines that is) 

Technology and local presence give independent agents 

a leg up on direct writers 
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SPECIALTY LINES 


Trucking markets see beyond problems to opportunities 
Pursuit of specialty truckers, providing extra services pays off for retailers 
Weathering the slowdown 
Construction insurance pros eager for building rebound 
It's a mixed bag in the surety bond industry 
Hard and soft markets co-exist 
Leading the way in medical professional liability 
ProMutual brings focus and flexibility to a challenging market 
Building nautical knowledge 
Tapping into boat insurers’ expertise creates long-term opportunities 
The new face of medical professional liability 
CM&F delivers solutions for non-physician providers 
EPL for small accounts 
Changing landscape increases need for EPL insurance 
Vacant buildings 
Difficult economy creates growing need for coverage 
Whatever floats your boat 
The pros at Western Marine help retailers build profits in recreational marine 
Reaching for the prize 
Promotion-minded agents can help clients jump-start their business 
Agents E&O Prevention—Iinsuring nursing homes 
Social services 
Agencies stretched thin welcome insurance expertise, focus 
The bigger they are 
An adjuster's look at heavy truck losses 
AAMGA responds to market changes 
Association's initiatives focus on education and membership 
It's the economy 
As the economy goes, so goes the trucking industry 
Social services—recession-proof? 
With more than $2 billion in premium and a positive growth forecast 
social services can be an attractive niche for agents 
Turning green into gold 
Program manager Mainstay Insurance shows retail agents 
how to profit from the green building trend 
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The hospitality market 
Hard-hit hotel/motel business requires special care 
Teeing up for profits 
Venture Programs works with retail agents to tailor coverage for golf and country clubs 
Hotels and motels suffer from downturn 
The niche market provides nearly $2.9 billion in premium 
Liquor liability 
Proliferation of liquor liability laws points out need for insurance 
Heavy construction shows signs of life 
Insurer specialists see opportunities among infrastructure contractors 
Managing heavy equipment claims 
Technology boosts recovery of stolen property 
Play ball 
Sports-related activities offer both challenges & opportunities in a tough economy 
PLUS International Conference Special Section 
One industry that’s adding jobs: management consulting 
The Hartford introduces professional liability policy for consultants 
APEO can be an opportunity for agents 
Agents can choose to write their insurance or even offer PEOs as an alternative 
Navigating the commercial marine market 
Wholesaler UMS charts a steady course in brown-water and blue-water marine 
Professional liability market view 
Tech-related coverages attract increasing interest 
Standing guard 
Specialists say security guard market is soft and dynamic 
The kids are all right 
A leader in the human services field, Irwin Siegel Agency 
expands its menu of youth programs 
Bed bug battleground 
Insurance products and programs are starting to appear that will help 
take the bite out of bed bug exposures 
Specialty arid surplus lines 2011 outlook 
Next year looks much like this year 


TECHNOLOGY 


More muscle 
Consultative & collaborative Agency Services Group 
brings savvy & services to agencies 
You say you want an Evolution 
The eVo agency management system delivers 
powerful performance at a pleasing price 
Click on the dotted line 
EZBuy offers agents and carriers a free, nonproprietary 
e-signature solution along with other business-building features 
Social Media Forum—Social media—it ain't goin’ away 
Underwriting 2.0 
FirstBest Systems enhances agent/carrier electronic collaboration for commercial lines 
Anew attitude 
The Network of Vertafore Users—rebranded and revitalized 
In the loop 
Claims download enables agents and carriers to better serve their mutual 
client while increasing efficiencies and reducing expenses 
Avoiding those “uh-oh” moments 
Managing your IT shouldn't be a do-it-yourself project 
Social Media Forum—Social media: How to assess its costs 
Darwin 2.0—It's survival of the Web savviest 
AgenciesOnline provides an integrated online system that leverages the agency's brand 
Social Media Forum—Winning at social media 
Game changer 
Vertafore and The Hartford are making strides in streamlining password management 
Roots and wings 
ASCnet builds on its quarter century of accomplishments 
Made ya’ look! 
Greenworks Video simplifies adding video to your agency Web site 
Social Media Forum—To blog or not to blog 
World of mouth 
Agents use blogs to enhance their brand, attract prospects 
and stay connected with customers 
But | didn’t know 
Commonly used technology opens door for info leaks, identity theft 
Sticky wicket 
P-C agencies writing employee benefits are subject to recently passed privacy laws 


TO THE POINT 
Combating the GEICO effect 
Independent agents can overcome the massive ad spending by direct writers 
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